ABSTRACT
have documented that SMEs share in the world's manufactured exports is 25-35 percent and their contribution to the GDP is 4-6 percent and 12 percent in OECD (Organization for Economic Co-operation and Development) countries and Asian economies respectively. Neither all SMEs are involved in exporting nor do all exporting SMEs perform at equal success level. Various researchers investigating about how firms perform in exporting have identified a lot of factors as determinants of export performance (Aaby and Slater (1989) ; Ibeh (2003) ; Dijk (2002) ; Zuo and Stan (1998)). These determinants have been classified differently; however, a major classification has been as controllable and controllable. The controllable determinants are internal firm-level and uncontrollable are external environmental determinants (Tesfom and Lutz (2006) ; Aaby and Slater (1989) ; Dijk (2002) ).
In this study we focus on the factors that are classified as firm-level controllable determinants which influence the export performance of SMEs. Although various researchers have already investigated this issue and have identified different firm-level determinants, such as:
 firm structural characteristics, market orientation, market characteristics, managerial attitudes (Chetty and Hamilton (1993) ; Madsen (1989) ),  competencies, market orientation, firm characteristics and management perception (Aaby and Slater (1989) );  strategy factors, management attitude and perception, export marketing strategy and marketing mix variables (Zou, Stan (1998) );  behavioral control strategy, export sales organization design, export manager characteristics, export manager behavioral attributes (Katsikea and Skarmeas (2003) ) and; W  firm specific characteristics and product characteristics (Julian (2003) .
But, the changes in environmental factors such as technological, economic, and social conditions guides to innovative research questions and alternative elucidations for how firms export performance is determined. At present, adequate literature is available on the issue, however, what is desirable is to systematically synthesize the existing literature in order to spot the similarities and synthesize these determinants to provide a comprehensive integrated model to reach at a common base for supplementary exploration. Thus, the primary objective of this paper is to recognize the firm level determinants and categorize them to develop a synthesized model.
From the literature review dozens of variables are found. However, these variables can be clustered into a condensed number of more wide-ranging variables on the bases of their conceptualized similarity. The purpose is to avoid the repetition of variables with different names and to facilitate the answer to research questions in order to develop a synthesized model (please see Figure 1 ): Export Performance Shoham (1996) has generally defined export performance as the result of a firm's actions in export markets. Although, growing body of literature has addressed the issue but still there is no evenly accepted conceptual and operational framework (Cavusgil and Zou (1994) ; Shoham (1998) ). Sousa (2004) has identified about 50 dimensions of export performance measure which are classified as subjective and objective measures of export performance. However, Leonidou et. al. (2002) , have identified that export proportion of sales or export intensity, export sales growth, export profit level , export sales volume, export, market share , and export profit contribution are mostly used measures of export performance.
Management Characteristics:
The occurrence of controllable factors suggests that export performance is under the control of the organization and its executives, so they are considered to be the responsible for both excellent and poor performance of export (Zou, Stan (1998) ). )). To synthesize these diverse characteristics are classified into categories namely "attitudinal characteristics" "skill based characteristics" and "behavioral characteristics"
Attitudinal Characteristics
A number of determinants are found that can be classified as the management attitudinal determinants. These include, among others, management's international orientation, management's export commitment; management's perceived export advantages and barriers of exporting (Zou and Stan (1998) ).

Management Commitment: Management's export commitment is one of the key determinants of export performance (Aaby and Slater (1989); Zou and Stan, (1998)). Cavusgil and Zou (1994) found that high management commitment allows to follow successful export marketing strategies that help to enhance export performance which is confirmed by Julian ( 
Skill Based Characteristics
A number of determinates are found that can be classified as the management skill based determinants of export performance. These include managers' experience, education level, and foreign language proficiency. 
Behavioral Characteristic
Katsikea and Skarmeas (2003) has identified that the fashion of managers' involvement in export sales planning, export sales presentation, adaptive selling and sales support etc. to differentiate low and superior export sales effectiveness.
Firm's Characteristics and Competencies:

Firm Size
Firm size is taken as controllable factor and is an important determinant of export performance (Aaby and Slater, 1989) . A literary review by Zou and Stan (1998) has found its mixed affects; firm size has positive effect on export performance if measured in terms of total sales and has negative effects are found on export profits if measured by number of employees a firm have.
Technology level
Technological intensity has a mixed outcome on export performance (Zou and Stan (1998) ). However, Madsen (1987) ; and Aaby and Slater (1989) have found that technological orientation of a firm has vague effect on the export performance. Louter et al. (1991) found frequent customer contact to be a determinant of export performance. Babakus and Yavas (2006) have found that the foreign networking (i.e. having ties with foreign entities) has a significant positive influence on export performance.
Foreign Contacts and networking
Knowledge
Firms' export market knowledge is a critically important competence which influence export performance (Aaby and Slater (1989)) which positively affect the export performance Hart et. al. (1994) , however, Toften (2005) has found a weak correlation between the two.
Export Planning
Aaby and Slater (1989) found systematic export planning very important in export operations. Zou and Stan (1998) found export planning is a reliable determinant of export performance.
Export Marketing Strategic Capabilities:
According to Shamsuddoha and Ali (2006) it is ability of a firm to respond to marketing forces to achieve its objectives. Cavusgil and Zou (1994)) pointed out that the exporting firm's performance can be measured by its marketing strategies and her ability to apply them. Export marketing strategy is usually considered as result of firms characteristics (Aaby and Slater (1989); Cavusgil and Zou (1994)) but here we take strategic capability as an independent factor. Export marketing strategic capabilities include among others the capabilities to adapt marketing mix (e.g. Product, Price, Promotion and Placement) and marketing channel strategies such as channel type and channel relationship etc. Zou and Stan (1998) .
Utilization of international marketing research
It includes the firms capability to conduct international marketing research for development. Madsen (1987) found that a firm's ability to utilize international marketing research has positive effect on export sales, growth and ultimately on export performance.. Many rehearses have confirmed this relationship (Zou and Stan (1998) .
Segmentation and Targeting
It includes firm's capability to implement segmentation and concentration target strategy. A meta-analysis by Leonidou et. al. (2002) found that firm's strategies of segmenting market and concentration targeting have positive relation with export performance.
Product Capabilities
The firm's ability to offer a complete product or brand mix in export markets is positively correlated with export performance (Leonidas et. al. Firms' ability to offer augmented lever of product (i.e. warranty and provisions for pre-and after-sales services etc.) are positively linked with export performance as the customer is more concerned with exporters' ability to offer necessary services (Leonidou (2002) ).
Pricing Capabilities
It includes the firm's capability to adapt the prices and to offer low prices. Price adaptation and ability to offer lower prices (i.e. penetration pricing strategy) are positively correlated to the export performance (Leonidou et. al. (2002) .
Distribution Capabilities
It includes the firms capability of establishing its own/direct channels, providing support to channel members, adapting distribution channels and providing in-time delivery. 
Promotion Capabilities
It includes firm's capability to use advertising, sales promotion, personal selling, promotion adaptation and use of export promotion programs in their export markets.
Advertising is positively related to the export performance. Similar results are found for sales promotion and personal selling, however, promotion adaptation is strongly positively correlated to export performance (Leonidou et. al 
CONCLUSION
Based on systematic literature review it has become possible to suggest an export performance model which may help SMEs to enhance their export performance in export market as shown in figure 1 . This model synthesis dozens of export performance determinants already documented by researchers/scholars in various publications in order to develop a classification that may provides a comprehensive base for understanding firmlevel determinants of export performance. Determinants were subjectively classified into three main categories: management characteristics; firm's characteristics; and export marketing strategic capabilities.
Management characteristics that affect the export performance of the firms are further classified into attitudinal characteristics, skill based characteristics and behavioral characteristic. Firm's characteristics and competencies such as firm size, technology level knowledge etc. and export marketing strategic capabilities such as utilization of international marketing research, segmentation and targeting, product capabilities etc. also play a central role in the export performance of the SMEs. 
Management Characteristics
Performance Implications for Future Research
The behavioral characteristics like use of export sales presentation, careful export planning etc. are also found to positively influence the SMEs' export performance In other words, managers with the suitable mix of qualities who would tend to show favorable export behavior will positively influence the export performance of SMEs. So management of SMEs should be given trainings to develop these qualities. Management must have international orientation and customer orientation to outperform in the export markets. This synthesized model is consistent which may be used for advanced level researches on the issue, particularly, from developing countries. It also helps managers to understand the controllable factors that contribute
